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COURSE CONTENT 



A. Major Objectives of Courae : 

Since selling is a philosophy of living, the objectives of this course 
are Co develop your basic persuasive abilities and to provide an opportunity 
for you to learn and apply the principles of selling in order to reach 
your goal of employment or advance in your current position— to increase 
your "ability to handle" people — the basis of leadership in any business 
field or walk of life. 

Occupational training is a major purpose of junior colleges and the 
curriculum is designed to provide training which enables the students 
\ to obtain employment and to advance on the job, as veil as to'give that 

breadth of understanding which is essential for personal and community 
effectiveness. 



B. List of Units of Instruction: 



Chapters 
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I. Introduction 

Selling: Basic Human Behavior 

Careers in Selling 



1 

2 



II. Preparation for Selling 
You 

Product Knowledge 
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III. 


Why People Buy 


5 


IV. 


Prospecting 


6 


V. 


The Preapproach and The Approach 


7-8 


VI. 


The Art of Persuasion 


9 


VII. 


The Presentation 

How to win confidence 

How to make It complete and meet- competition 
How to make it clear , 
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VIII. 


Handling Objections 


13-14 


IX. 


The Close, Departure and Follow-Up 


15-16 


X. 


Retail Salesmanship 


17 


XI. 


The Salesman as A Person 


16 thru 20 


XII. 


Seme ter Project by Student 
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MATERIALS OF INSTRUCTION 



A. Required Textbook: 



"Textbook of Salesmanship" * Eighth Edition 
, Authors - Russell, Beach and Busklrk ' 
Publishers - McGraw-Hill Book Company 

B. Llbrory Materials ; 

I. Books : 

Author 



Bennet, M. 
Bettger, L. 
Blumenthal, M. 
Cox, Clarlse 
Gayle, Willie 
Goodrich, M. 

Ha tt wick, M. S. 
McDonald, J. 
McKeon, W. 
Minsky, Betty 
P.oth, C. B. 
Rothman, Joseph 
Russell, F. A. 
Trolins, S. R. 
Walters, Dorothy 
Berton, Pierre 
Ling, Mona 



Title 



Power of Inspired Salesmanship 

How I Raised Myself from Failure 

Great Sales by Today's Great Salesmen 

How Women Can Make Up to $1,000 a Week 

Seven Seconds to Success in Selling 

Your Futura in Direct Selling 

Hew Psychology of Selling 

Strategies that Close Sales 

Psychology of Selling 

Gimmicks Make Money in Retailing 

Secrets of Closing Sale 

Surest May to a Sale 

Textbook of Salesmanship 

How to be a Power Closer in Selling, 

The Selling Power of a Woman 
Antecdotes, Mtc. 

How to Increase Sales and Put Yourself 
Across on the Phone 
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II. Periodicals : 

Business Week 
Changing Times 
Consumer Reports 
Journal of Retailing 
Journal of Marketing 
Merchandising Week 

III, Newspapers » 

Women's Wear Daily 

C . Audio-visual Materials : 

Motion Films 
Slides and Strips 
Handouts 



Nation's Business 
Sales Management 
Fort’ine 

Public Relations Journal 
Personnel Journal 
Survey of Current Business 



Wall Street Journal 






INTRODUCTION: 



Selling: Boole Human Behavior 

Careers In Selling 

A. Major Con c ept 

Soiling Is on ancient art and over the years the salesman* a duties and 
functions have been constantly changing. There are many factors operating 
. to bring about these changes but several functions will alwayo remain to 
be performed by him. Sales careers possess some distinctive chnractcrintir.s 
which 9et them off from most other vocations and the field offers a variety 
of types of selling positions. 

B. Specific Objectives 
~ Chapter 1 

1. Define and give an example of the 5 functions performed 

2. Trace the role of the salesman In society from Colonial 
present time. 

Chapter 2 

1. Know the 8 distinctive characteristics of sales careers 
any one of these would make a sales career appealing. 

2. Give a description of the activities (i.e. what they do, who they 
sell, future, etc.) of each of the 5 main typos of salesman.' 

C . Planned Activities 

1. Chapters 1 and 2 

2. Written Assignment: Cases 1-1 and Case 2-3 



by a salesman. 
Days to the 

and know why 



